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Outline 



What is the Teacher Learning Academy and what will 

it be? 

What needed to be done to make the change? 

What is competitive dialogue 

What was our approach to using it? 

What happened and what did we learn? 

How did competitive dialogue help/hinder the 

achievement of our goals? 
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Teacher Learning Academy 



A national system of public and professional 
recognition for teachers' learning and the related 
development of their practice 
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Teacher Learning Academy 



Change objective: to create an open system in which 
the TLA can expand and thrive 
Qiality 
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Competitive dialogue - what is it? 

Used where specifying outputs is problematic. 
Aim is to allow you to develop a specification in 
discussion with suppliers 

Concurrent dialogue with multiple suppliers (~3) 
Strict rules about the end of dialogue! End is the end 
It is resource hungry! 



© 2008 Hay Group and the General Teaching Council for England. All rights reserved 



X 



Xe 



Competitive dialogue - how did we approach it? 



■ Aimed to build trust as well as finding answers - 
vision for the process itself. 



Competitive dialogue 




Self-reinforcing? Get anSWefS 
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Competitive dialogue - how did we approach it? 

■ Brutal timeline! 

Briefings Final Submission Decision 



Jan 
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Mar 
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Competitive dialogue - how did we approach it? 

Balancing consistency and openness with disclosure of 
suppliers secrets /advantage - "Position Paper 3" 


(^ GTC's Position 


Suppliers' Positions 
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^"" Information shared with all via 
\^_____^ Position Paper 


Information confidential to each 
^ _^_supplier's Position Paper^^^ 
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How did it turn out? 

Resources 

■ It was intensive - but a short sharp shock (maybe good!) 

■ Some suppliers did pull out, but other simply said "this has to be done" 

■ Internal teams bought in informally - great help 

Perceptions 

■ GTC got to see the inner workings of suppliers (and vice versa) - 
documents in draft for example. 

■ Set up a way of working 

■ Openness / sensitivity issues and some "cards up sleeves" 
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How did it turn out? 



Decision making 

■ Hard to make decision in the end (no one perfect organisation and 
emotional fallout involved!) - but GTC were in a position to make a 
clear judgement! 

■ Built trust in selves (as well as others) - even where there was 
criticism 

■ There is flexibility within the structure and rules 

Longevity 

■ Formal process of competitive dialogue - morphed in to formal 
mechanism for the open system "Financial Council" 

■ Informal dialogue never ends! Approach persists (a legacy?) 
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What were the lessons learned? 

Resources 

■ More work on KPI's, implementation plan 

■ Time of year 

■ Rehearsal/ scenario planning of selection criteria 

■ Documentation requirement (PP3) is large - but needed to prevent 
crossed wires, and suppliers had different views on it. 

Perceptions 

■ Tendency amongst bidders (et al?) to focus on the attractive rather 
than the tricky detail 

■ Level of detail in advice to bidders - there is no answer! 
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What were the lessons learned? 



Decision making 

■ Realistic expectations about how informed you can be 

■ More formal internal buy-in? 

■ Decision-making can also be iterative 

Longevity 

■ Comparison between suppliers was easier and fairer than expected - 
can refer back to "we made the right decision" 

■ Wider cascade and succession planning in both organisations 

■ Relationship with failed bidders 



The process needs investment! 
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What were the lessons learned? 
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■ One definition of collaborative 
relationships: 

"Investing in the relationships and behaviours 

of organisations in the long and short term to 

deliver superior project performance" 

Tim Banfield, Director, National Audit Office 
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